Introduction
This chapter aims to critically analyse why policies based on Nudge theory (Thaler and Sunstein, 2009 ), designed to stimulate changes in individual behaviour through government intervention, are emerging in the United Kingdom and United States. The long-term nature of behavioural change and innumerable factors that can influence individual behaviour presents a challenge when evaluating a policy's stated objectives and subsequent outcomes. It is necessary, therefore, to adopt a relational approach that places individual behaviour within the structural context of society (see Chapter 3 for a similar perspective in relation to 'stalking' in Portugal). While the relational approach emphasises an engagement with the theories that inform behavioural change policies, it also moves beyond the narrow confines of methodological individualism by taking into account the structural factors and inequalities that frame individual behaviour in society. Rather than engaging in a philosophical argument on the ethics of changing individual behaviour through policy, this chapter seeks to understand the long-term processes in the economy and society that have made behavioural change a policy instrument of choice for policy-makers in the United Kingdom.
Consequently this chapter will begin by outlining the principles of Nudge theory followed by an exploration of how this has been applied to pension schemes in the United States and the United Kingdom. An analysis of the political foundations underpinning the UK government enthusiasm for Nudge theory will precede a critique of Child Trust Funds, a policy designed to change parental financial behaviour. In conclusion 221 the implications of Nudge theory for social and structural inequalities will be discussed.
Nudge theory
The theories that informed Nudge are drawn from an approach that applies insights from cognitive psychology to the study of economic phenomena and is commonly known as 'behavioural economics'. Behavioural economics is essentially a critique of rational choice theories which attribute individual actors with the capacities of rational problem-solving and access to perfect information in the pursuit of utility maximisation for the purposes of satisfying their own self-interests (Becker, 1976: 5) . Eschewing the reductionist accounts of rational human behaviour, behavioural economists use the concept of 'bounded rationality' to suggest that individuals are constrained by limitations in complex decision-making situations in the way they receive, retrieve and transmit information relating to the choices with which they are presented. As such, these limitations prohibit utility-maximising choices and lead the individual to adopt a 'satisficing' approach, whereby the decisions made are compromised and 'will permit satisfaction at some specified level of all its needs' (Simon, 1956: 136) . Further understanding of human behaviour has been drawn from the work of Tversky and Kahneman (1974) who sought to address the 'cognitive biases that stem from the reliance on judgemental heuristics' (p. 1130). Their research has been influential on some of the main insights of behavioural economics, including how human behaviour is influenced by: an overestimation of the probability of success, the tendency towards loss aversion, prejudgements based on accepted heuristics rather than rational calculation, the inclination to follow the crowd (known as the 'herd effect') and the way choices are framed (Bowie, 2009: 642) . The overall aim of behavioural economics has therefore been to replace the anaemic accounts of human behaviour found in rational choice theories with a more thorough empirically grounded approach that recognises the bounded rationality of individuals and takes into account the actual information processing and calculating abilities that they possess in realistic decision-making situations 1 (Simon, 1955: 99) .
In Nudge, Thaler and Sunstein (2009) have extrapolated the main insights of behavioural economics to produce an easily digestible text that outlines how these ideas can be applied to policy designs for the beneficence of those most likely to be affected. Starting with a distinction between the two systems of thought humans employ in decision-making situations, the reflective and the automatic (p. 21),
